Microcomputer based methodologies offer new dimensions to the study of dyadic interaction in marketing. This article explores the role of the microcomputer as a dyadic interaction research tool in the contexts
INTRODUCTION
In the past decade researchers have turned increased attention to the area of buyer-seller interaction. The complexities of dyadic interaction identified in recent conceptual models of the selling process (Spiro, Perreault and Reynolds 1977; Weitz 1979 Weitz ,1981 argue for a shift away from static, survey methods toward more dynamic experimental settings. From a methodological perspective, this reorientation has brought with it the need for researchers to plan and execute studies that safeguard against unintended confounds which are less problematic in individual level research. Moreover, researchers continue to seek methods which improve experimental control and provide new measures of dyadic interaction processes.
The purpose of this paper is to explore the role of the microcomputer as a tool for conducting dyadic interaction research in a more controlled and objective manner. Toward that goal two promising areas of application, buyer-seller negotiations and buyer-seller communication processes, are addressed. First, negotiation research in marketing is reviewed to establish existing methodologies, and to highlight the advantages and potential limitations of the microcomputer to the study of buyer-seller negotiations. This is followed by a discussion of a new approach to studying the form of buyerseller communication processes: computer-aided voice chronography, again focusing on potential benefits and limitations. The form of buyer-seller communication is recognized as an important focus for future research (Soldow and Thomas 1984) . The microcomputer-aided voice chronography approach is explained, and pilot application to buyer-seller communications is presented. The pilot application is discussed simply as an example of this type of research and the microcomputer's role in improving existing voice chronography methods. Therefore, the discussion is non-empirical. The paper concludes with a discussion of the usefulness of microcomputer methods for research in dyadic interaction and possible future research directions.
BUYER-SELLER NEGOTIATIONS
Negotiation is an increasingly important topic in the organizational buying and channels literature (Clopton 1984; McAlister, Bazerman, and Fader 1986; Stern, Sternthal, and Craig 1973) . In a review of laboratory negotiation research in industrial marketing settings, Schurr and Lessne (1983) report that virtually all of the studies to that point relied on the exchange of written offers and counter-offers concerning pricequantity combinations defined in a payoff matrix. Most studies do not allow verbal conversation between 1987 subjects, and subjects are typically out of sight of each other. Though information about the other party's payoff matrix was provided r occasionally, the majority of these studies gave subjects information only about their own payoffs. Since that review, negotiation studies in marketing have broadened the range of methodologies employed, adding new dimensions to experimental negotiation simulations (Clopton 1984; McAlister, Bazerman, and Fader 1986; Neslin and Greenhalgh 1983; Schurr and Ozanne 1985) . The Clopton (1984) and Schurr and Ozanne (1985) studies both used designs in which subjects assumed the role of buyer and negotiated with a microcomputer programmed as the seller. Microcomputer methodology provides some important advantages for studies focusing on the effects of opponent behavior which are primarily interested in investigating individual (as opposed to dyadic) level dependent measures. Being able to precisely control the actions of the opponent is important if the design is such that the actions of one party might confound or mask the effects of experimental factors on the behavior or outcomes of the other. In studies using dyads consisting of two naive subjects, no two negotiation encounters will be alike. Each dyadic interaction is unique in some sense (Clopton 1983) .
To control for the potentially confounding effects of opponent behavior, past research has relied on the use of a rather cumbersome "paper and pencil" methodology (e.g., Komorita and Barnes 1969). Subjects are led to believe they will be negotiating with another person behind a barrier or in another room. The subject is given a payoff matrix from which to choose offers. The offers are recorded on a form to be given to the experimenter, who then supposedly delivers the offer to the subject's opponent. In some studies subjects are also allowed to send written messages along with their offers. The counteroffers subjects receive in response are determined by the experimented as part of a prespecified "opponent" strategy. The use of programmed opponents is necessary because each subject facing a given level of "opponent strategy" must receive the same treatment to minimize within-cell variance and unanticipated confounds. Prior to the advent of microcomputers few alternatives to the paper and pencil approach existed.
Microcomputer Simulations
Microcomputer simulations provide a valuable tool for this class of negotiation research. In addition to controlling for threats to validity, Clopton (1983) argues that microcomputer methodology offers some important advantages relative to the more traditional pencil and paper approaches. First, administering the experiment is simplified. Since the subject enters an offer directly into the microcomputer, the experimenter is not burdened with the task of delivering offers to and from the subject. Moreover, the experimental task tends to be less time consuming for subjects.
There is less time spent waiting for a response, and thus more time available for actual negotiation. Also, the microcomputer can be programmed to record all of the negotiation process data and compute key dependent measures. Measures such as individual profit, and magnitude and number of concessions can be calculated and recorded during the experiment. An additional benefit is the ability to take accurate time-based measures such as time between offers and changes in the size or frequency of concessions under time constraints. Finally, subjects find microcomputer simulations interesting and realistic, and take the experimental task seriously. This is particularly important if the subjects are actual business executives who may become bored quickly with paper and pencil techniques.
Beyond these advantages, the microcomputer offers a high degree of flexibility in terms of what is simulated. Virtually any structured negotiation paradigm can be modelled, whether it is based on a particular payoff matrix or concession making strategy, or on the basis of the content of communications which might accompany specific offers.
Clopton (1984) used a noncontingent microcomputer simulation to investigate the effects of coordinative and competitive seller concession strategies and the clarity of seller communications on industrial buyers' negotiation behavior and outcomes. The program was specifically designed to operationalize two alternative strategies grounded in the theory of integrative bargaining (Pruitt 1981) . A noncontingent program is one that follows a set pattern of offers regardless of the subject's choices. Such a program insures that each subject is exposed to exactly the same opponent strategy.
Schurr and Ozanne (1985) used a contingent microcomputer simulation to study the effects of seller trustworthiness and bargaining stance on buyer negotiation behavior. These factors were manipulated through written scenarios, not through the computer program. A contingent program is one in which the computer's responses are a function of the sul~ject's choices. In the Schurr and Ozanne study the program's concessions exactly matched the subject's concessions. The authors point out that this approach added realism at "some cost to experimental control (i.e., internal validity)" (Schurr and Ozanne 1985, p.950) .
Microcomputer simulations need not be confined to studies focusing on opponent behavior. For example, research indicates that intraorganizational factors have an effect on negotiator behavior beyond that exerted by the opponent (Adams 1976; Clopton 1984) . Such intraorganizational factors could be explored in depth in a study using the same programmed opponent strategy for all subjects and manipulating the relevant organizational variables through written scenarios.
Possible Limitations
While microcomputer negotiation simulations offer significant potential, their advantages must be kept in perspective. Such simulations are appropriate for
